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ELL I DID IT!! What challenges have you faced since we last
Those were the magical spoke? Let us know and we’ll try to let every-
words that 1230 member one know about it in the next 1230 Insight
issue.
Paola Bagnall uttered when On the subject of charities...
back on terra firma on 13 April 2008— For the second year running 1230 is sup-
her birthday—and not just any-old birth- | porting Ovacome, the charity supporting
day—her 60th birthday! those affected by ovarian cancer. And what

an exciting event, coming up soon.

1230 Diamonds are Forever! in associa-
tion with the Frank Usher Group. So if you
like your Martinis “shaken, not stirred” then
an evening with 1230 at the Gherkin, 30 St
Mary Axe, London on the 28th floor is the
place for you on Friday 26 September.

With Jenny Agutter and a mystery guest,
join us over canapés and a glass of something
chilled as we view this season's stunning
fashions - the spectacular views over London Co-founders

will take your breath away. Jackie Groundsell and Penny Denby

Hard on its heels is another “not to be
missed” event, this time very much focused
on business women—1230 with RBS—We
Mean Business! 9 October at the Churchill
Theatre, Bromley.

Further details and booking easily available
on www.1230.co.uk

See you there!

Life’s full of challenges—Paola’s personal
challenge was to fund-raise for VSO. Paola
not only succeeded in making her very first
parachute jump to celebrate her birthday, but
also raised an amazing £2,225.50 for her
charity through sponsorship.

When we caught up with Paola, she contin-
ued.... “What an amazing experience, so much
so that I am booking to do it again in the
summer at sunset! It was just like flying in
heaven — so calm peaceful and tranquil”.

“We did spins and I got to steer the para-
chute too! A truly magical experience that
filled me with loads of emotions and I am still
on a high!”

Further on in this month’s 1230 Insight
you'll find other women who made a differ-
ence—congratulations Paola for making a
difference to those helped by VSO.

See Paola in flight on page 2

Courtesy of S.E.A. Photography

Enjoy your read, and we look forward to
meeting up soon!

Women

making a difference
Brownie Wise—1950

me out of here! Booking Now!
Corporate LifeCycyles is working with 1230 to provide

_/
‘m an entrepreneur—get RO ESI=0]) £
<

workshops and talks.

The Planner Behind the Party . At the end of the seminar, delegates will: 1230 Diamonds are Forever!*

Her knack for sales, charm and ambition helped . o ) . .
launch a product as common to most American ® Discover whether w_hat they are experiencing is with Frank Usher Fashions, Jenr_ly
kitchens as forks and knives. Wise was a single normal or whether it’s abnormal and likely to have [EXe[TIadS PROVETST) [ i Iy Nl I D ARG B
mother in 1939 when she got her lucky break. a long term detrimental effect on their future. don! Fabulous goody bags

After selling Stanley Home Products in the early
1950s, she realised that Tupperware would be
sold more effectively at home parties than at
department stores. Wise's "party plan" marketing
system began outselling the stores, and that's
when Tupperware's inventor, Earl Tupper, took
notice and hired Wise as vice president of the
company.

In 1958, Tupper fired Wise after the press sug-

® |earn the secrets of the four roles their business
will need to learn to perform in order to become
great. 1230 with RBS—We Mean Busi-

® Find out how to work out the challenges that lie ness!* Churchill Theatre, Bromley
ahead and decide in advance what to do about
them Guest Speaker Jenny Holloway

Key content: *sponsorship opportunities available
. PAEI

gested that she was the key to Tupperware's ¢  LifeCycle Theory of Organisations
success. Wise died in 1992, but her marketing ®  Key aspects of growing organisations Christmas Spectacular Event!
tactic lives on to this day--companies such as ®  Predicting LifeCycle Challenges Beckenham, FREE stands available

Mary Kay Cosmetics and Cookie Lee jewellery
have followed in her footsteps by adopting the
party-plan marketing method to sell their own
products

If you'd like to attend these seminars or talks, please let WY Bl oM 1 1111 it el n a1 e
your 1230 Manager know, or email admin@1230.co.uk course

Further details and booking www.1230.co.uk

Calling Life Coaches.... .. IT Time-saver!
The Inspired Group is looking for people to train as tu- : ]
tors to deliver the Insight Seminar in different parts of
the UK.

Janis Joplin, American singer This is an ideal business addition for Business and Life

Screen text too small to read?

nspirational Quotes
Just hold down the Ctrl key and roll

. Coaches. the wheel on your mouse. Works in

“Don't compromise yourself. Want to know more? Word, Excel, etc too! _
You are all you've got” Contact Ann Hawkins on 01480 830282 by ITresolves ja@itresalvee co e
ann@annhawkins.com 020 8650 8015

www.ITresolves.co.uk
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USP? Shout it OUT!

Are you surprised?

elling like a girl

When it comes to selling, women business owners

may possess feminine qualities that are actually

good for closing the sale. Yet experts and entre-

preneurs agree there are pros and cons to being
a woman in sales.

"Women are their own worst enemies," says Sylvia Allen,
author of A Woman's Guide to Sales Success. "Women are
empathetic, caring and sensitive. With those traits, women
can tend to be too soft in a sales situation." Allen believes
some women need to learn to "balance their emotions with
the business at hand."

"Rather than analysing situations to know how to ma-
noeuvre, many women let their emotions get in the way of
success," explains Elinor Stutz, author of Nice Girls Do Get
the Sale: RelationshipBuilding That Gets Results. "By and
large, women are intuitive, empathic, multifaceted and
possess a strong desire to be liked." Stutz claims that most
salesmen would view these characteristics as weaknesses,
but she disagrees and says they are essential for building
relationships with prospects and clients alike.

Stephanie Robertson understands the importance of
relationships. She has also dealt with clients who've tried to
play on her emotions, even pleading with her to waive rush
fees.

Says Robertson, 31, "I simply explain that we incur
additional charges for employee overtime for a last-minute
job and must pass these costs along to the client." Then she
closes the sale.

Standing firm doesn't mean ignoring the other person's
needs. "The entire concept of nurturing and caring and
having empathy for the other person makes women excel-
lent listeners," Allen explains. "And by listening, they bond
with their buyer and can be more responsive to the specific
wants and needs of that buyer."

Originally published in Entrepreneur's Women In Charge magazine 2008

0 what is networking?

Because women approach starting and running their

own businesses in different ways, providing support
for female entrepreneurs requires a different, more custom-
ised approach. Networking takes place in a friendly and
relaxed environment, and is targeted at women thinking
about or in the process of starting a business, as well as
businesswomen running companies up to three years old.

Networking can provide information, advice and first hand
experience as well as offering links to organisations, busi-
ness people and mentors. Skills training, personal develop-
ment and detailed advice on the day-to-day practicalities of
running a business are just some of the free services avail-
able to members.

Getting out of your comfort zone and challenging yourself.
The best networkers don't even know they're doing it -
they're simply being good conversationalists, adept at being
high profile, talking and responding, and getting to know
people

Spread the word about 1230 meetings
and new groups
to all your contacts—they’ll thank you for it!
they’ll thank you for it!

A very warm welcome to new
1230 Managers
Jill Tsoi—Bury St Edmunds
Amalia Brightley-Hodges—Mayfair
Lucy Long—Gravesend

If you have a newsletter for your business
please add us to your mailing list
pdenby@1230.co.uk

OVaCome..

the ovarian cancer support network
We're delighted that Ovacome Patron and star of
stage, film, radio and TV Jenny Agutter will be
joining us again this year at the 1230 fund raising
event for Ovacome on 26 September—1230 Dia-
monds are Forever! in association with Frank
Usher Fashions, being held in The Gherkin. Fabu-
lous location, Fabulous Fashion, Fabulous prizes!
Details and booking on www.1230.co.uk

Stop Press!
Kick-Ass Blogger, Karen Skidmore asks
“Is the cost of memberships for net-

working groups really worth it?”
See what she says about value for
money 1230 on www.candocanbe.typepad.com

o you have a USP for yourself or your
business?

What is a USP?

USP stands for "unique selling point." The
term was created in the 1950s and originally re-
ferred to advertising. It means that when you buy
this, you'll receive a specified benefit.

The USP must be unique, something that
competitors don't offer or promote, and so
compelling that it drives individuals to act.

How do You find your USP?

What do you offer that's unique?

What do you offer that competitors don't offer or
promote?

What do you offer that's so compelling it drives
people to act?

What Do You Offer That's Unique?

eg

Product: One-of-a-kind, unique features
Quality: Best ingredients, award-winning
Service: Money-back guarantee; shorter delivery
window

Target Market: Dentists, Mums, people with more
than £1m in assets

Style: Unique style or product

Price: Lowest price, highest price

Selection: Largest selection

Location: Convenience

What Do You Offer that Competitors Don't
Offer or Promote?

Remember, other people may offer it; but if they
don't promote it, you can promote it and claim it.

What Do You Offer that's so Compelling it
Drives People to Act?
Think about everything you offer. What one thing
moves people to do business with you?
Your USP might be something like: "For women
business owners, by a woman business owner."
Remember, if what you offer is unique (or if
people think it is), then you're more likely to attract
business and have fewer price objections. And isn't
that an easy way to grow your business?

FREE 1230 memberchis?

Let us know about the best contact,
information, lead or job you have
had from a referral at a 1230 meeting
in 150 words and you could win 6
months free membership.

Deadline 26 September, winning item will
be entered on the 1230 web site and an
issue of 1230 Insight.
Entry—1230 members only
Send your 150 words to
admin@1230.co.uk

Only 13 days, 1 hour, 3 minutes until Christmas!
But who's counting!

Christmas Spectacular Event!

Don’t miss out on this fantastic opportunity
to buy your Christmas gifts
1230-Beckenham/Bromley 10 December
details on web site - www.1230.co.uk
bookings being taken now for stands
(FREE to 1230 members)

Enjoy a traditional 3 course Christmas dinner + 1
glass of wine or soft drink
bookings being taken now—cparker@1230.co.uk

e

1230 Memb I;aola Bagnall in full flight

ccording to a recent Business Link London survey

women entrepreneurs are best placed to weather

economic storms. The attributes of female entre-

preneurs mean we are more likely to survive tough
economic times than men due to our 'pragmatic and open
approach'. A survey by the support agency reveals women
are more likely to plan ahead and seek support - which
could lead to stronger survival rates in a recession. Busi-
ness Link London has compiled a list of 'key strengths'
which give women the edge which include speaking out
about difficulties and being less driven by financial incen-
tives.

Further research (2001) indicates
The rate of female self-employment has increased over the
past twenty years. In 1979, only 3.12% of total economi-
cally active females were self-employed. By 1997, this had
increased to 6.76%. During the same period, the rate of
male self-employment increased from 9.27% of total eco-
nomically active males in 1979 to 15.43% in 1997.

Conclusive research proves Women are more likely to
have networks composed entirely of other women, and men
are more likely to have networks composed entirely of
other men.

More women than ever are choosing to become entre-
preneurs. Today, there are close to one million women-
owned businesses in the UK with a turnover of up to £1
million - that's one third of all small businesses! Their main
motives for wanting to become self-employed are independ-
ence, flexibility and control over one's own destiny.
Compared to only 5% of men, 20% of women want to work
from home so that they can combine family and work re-
sponsibilities more effectively

Welcome ...

S 1230 New Members x
September 2008 x
| 4 ' {
Marcia Almestad mCa Image Consultancy Lim-
ited
. Beyond Boundaries - Dynamic
Jennlfer* Beaumont-Whyte Coaching for Life & Business
Judy Bowen-Jones Tr!e‘HoIIoway Acupuncture
Clinic
Antonia Boyle Alpha Waves NLP
Lee-Ann de Villiers Choice Home Care
Jeannie Di Bon Creattiva Pilates
Jane Gelleburn The Jelly Den
Suzie Gill Perrys Chartered Accountants
Estelle Gillett Fitter than Ever
Julie Hall Women Unlimited
Dinah- H Danny Hay Interior Design
ay .
Anne Services
Ali Hollands Scarbutts Printers Ltd
Lucy Long Lucy Long Solutions
Louise Olsson the Catapult Club
Natalie Percival BMore Natural, Tonbridge
Julie Quick Heathside Centre
Terese Raines Complete PA Services
Isobel Read Virtuosa PA
Anne Sabine Anne L. Sabine Associates
Alison Standbridge Towergate Partnership
Shelley van Lit Fleetside Publications
Amanda Walker-Harding The Skin and Laser Clinic
Sharron Wallace Sharron Wallace
Wanda Woolcott Captain Tortue
Lauretta Wright Cut to the Chase

The views expressed in this newsletter are not necessarily those of the editor or 1230 TWC. No responsibility is accepted for any errors or omissions relating to advertising or editorial items.
We welcome articles and contributions but these will be used at the discretion of the editor. No part of this publication may be reproduced without the prior written consent of the publisher.
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